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A time of integration

The acquisition of Sanitec is effected in
February, making Geberit the leading
manufacturer of sanitary products in
Europe. The first step sees the corporate
cultures merged, processes standard-
ised and the sales structures adapted.

Groundbreaking ceremony in
Pfullendorf

The groundbreaking ceremony for the
expansion of the Geberit Logistics
Centre takes place in Pfullendorf on 17
April 2015. The building project, which is
expected to be completed in spring
2017, costs about EUR 40 million. With
this expansion, Geberit is optimising its
existing logistics processes and gearing
up for the future.

Is there enough for everyone?

At Expo Milano, the Swiss pavilion —
which is co-sponsored by Geberit -
focuses on the topic of resource scarcity.
The pavilion's towers contain food. As the
food is consumed, the platforms on
which the visitors stand are lowered, cre-
ating an impression of emptiness.
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Efficient cleaning with water

The new premium shower toilet Geberit
AquaClean Mera is packed to the brim
with technical know-how, such as an
intelligent hybrid hot water system, the
patented WhirlSpray shower technology
and the virtually noiseless TurboFlush
flush technology.

A neat solution

The new Geberit shower channel Clean-
Line combines design and functionality.
Both plumbers and private customers are
won over by the individual installation
options, the fact that the channel is easy
to clean, the optimal discharge capacity
and the installation process that has
been carefully thought out down to the
last detail.

A gem along the Spree

A modern 14-storey apartment block
that is home to 56 freehold flats has been
built on the banks of the Spree in Berlin.
In addition to offering a spectacular view,
the building also features impressive
bathrooms that were designed according
to the customers’ specific requirements,
thanks to the flexible installation tech-
nology from Geberit.
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Reaching new heights

The peak of the steep Matterhorn moun-
tain is hidden behind a blanket of clouds.
A little further down, plumbers check the
water supply to the Hornli hut. Geberit
contributed to the renovation of the
mountain hut with actuator plates, Duofix
elements and pipes.
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Allowing everyone to sleep tight

| | ™ |

Whether in a large residential complex or in a hotel, sanitary noises that rob you of The most common sources of noise
sleep can be avoided using state-of-the-art technology. Corresponding products and .
P M % ponding in the bathroom

solutions are available, with new ones being launched all the time.

The acoustics specialists at Geberit are convinced that technical building systems will §

become much quieter in future. This is why the company systematically ensures that
new sanitary products produce only minimal noise levels right from the development
stage onwards. Geberit works on the basic principles in this regard at various facili-
ties, including the company’s own building technology and acoustics laboratory — a
facility that is unique in the building technology sector.

The latest product of this development work is the highly sound-absorbing drainage
system Silent-Pro, whose exceptional acoustic properties are primarily achieved due ]
to three factors: the high inherent weight of the newly developed product material, j.
increased wall thicknesses at precisely defined points and a consistent decoupling
from the building structure.

“There are many acoustic phenomena in the field of sanitary technology that are still
not properly understood,” explains Oliver Wolff, Head of Building Physics at Geberit.
“However, thanks to our work, we are continually gaining a better insight into the com-
plex inter-relationships of sound transmission.”

We strive to continually develop our expertise — for example, in the field of acoustics
and sound insulation — and to incorporate our know-how into our products. After all,
we also take the need for more peace and quiet seriously.

1) Because the installation elements for sanitary
installations come into direct contact with the
floor or the walls, sound is transmitted to the
entire building.

2) Conventional discharge pipes are not desig-
ned to absorb noise.

3) Although sound insulation measures are parti-
cularly important - especially when the bedroom
is right next to the bathroom - noise caused by
waste water is often not considered when desig-
ning a building.

Thanks to the scanning vibrometer's laser light, even the slightest vibra-
tions can be detected.

Geberit Annual Report 2015
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Bathroom series full of character

"Developing a new bathroom series
requires teamwork. Setting the project
parameters around product types, market
requirements and price positioning are
key initial steps. Especially as the design
language has to be appropriate and cohe-
rent across the range.”

Simon Hopps, Head of Design & Innovation at
Geberit

"Citterio combines puristic and natural
elements to create a unique climate that
reflects the spirit of ambitious Italian
design.”

"With Xeno?, a clear shape emphasises the
pure power of nature. It almost appears as
though the inner bowl has been naturally
carved out by water over centuries.”

"iCon is without doubt a market leading
series that is proving to be a contem-
porary classic.”

Geberit Annual Report 2015
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"Renova Plan is a genuinely contemporary
series, combining a soft geometric style
with an extensive range of product types.”

"With Glow, subtle ceramic surfaces blend
harmoniously with precise outer shapes
and pure furniture elements.”

"The simple elegance of the Mattis bathtub
provides ample opportunity to combine
with other series to create a personalised
touch in any bathroom.”

"Triple A is a stylish range of state-of-the-
art shower enclosures with many special
features, including the innovative magnet-
guided door system.”

Geberit Annual Report 2015
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Venture out into the world and
gain experience

"The '‘Simply Swiss' events in Durban and Cape Town that
| attended with my work colleagues were among my per-
sonal highlights. | was impressed by the extent to which
Swiss quality is valued halfway across the world in South
Africa.”

Nadine Fritschi, intern in South Africa

"Every young person should jump at the opportunity to
undertake an internship abroad. Be open, inquisitive and
have the courage to play an active role. You will experience
many great things, establish valuable contacts and learn a
lot about yourself."”

Janina Widenhorn, intern in South Africa

"Imagine there is a power failure or the production machine
is defective and you are missing an important spare part. In
India, such challenges are a part of everyday life. l've learnt
to deal with all kinds of situations, to improvise and to sim-
ply take things in my stride.”

Thomas Conen, internin India

"We know how importantitis to begin the process of
raising awareness among our apprentices as early as
possible. To ensure they understand that international
competences are important for their career, we have to
introduce them to the topic at an early stage.”

Annika Heilig, HR manager

Geberit Annual Report 2015
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In an age of increasing mobility and growing international competition with regard to
business location, flexibility is becoming more and more important. Having work expe-
rience abroad is also more sought after on the job market than ever before. How can
companies ensure that their junior staff have this flexibility in terms of mobility?

International internships are the answer. Apprentices should be informed about the
possibility of undertaking an assignment abroad at an early stage, which is why awa-
reness is raised early on during their apprenticeship.

Working abroad gives young professionals a unique opportunity to prove themselves
in a completely new environment and return having learnt how rewarding a different
culture, a different working environment or a different language can be for their profes-
sional and personal development.

Geberit introduces its apprentices to the internship carefully and in a targeted fashion,
and ensures that the young men and women are deployed according to their abilities:
“It is important to us that both sides benefit from an internship,” adds Annika Heilig,
who is responsible for the programme.

Former interns are delighted with the opportunity afforded to them and set an im-

portant example, with all of them referring to the internship abroad as a unique and
valuable experience.

Geberit Annual Report 2015

Professor Jiirgen Bolten from Friedrich Schiller
University Jena (DE) has dealt with the topic of
internationalisation in the area of work-based
training in several studies.

"The companies have to clarify how their
apprentices can be actively involved in
internationalisation processes and, in
particular, how a sustained atmosphere of
dialogue can be created within the compa-
ny - one that takes the experiences of the
returning trainees seriously as a seed for
innovative processes and allows them to
blossom.”
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Whether raw materials, semi-finished products, finished products, production equip-
ment, services or packaging, Geberit has a responsible procurement policy right comprehensive -

across the board. This responsibility has many facets. It encompasses the highest . .

quality standards, socially responsible and healthy working conditions as well as enVIronmenta"y frlendly

environmental protection and the commitment to fair business practices. The Code energy-efficient

of Conduct for Suppliers, which is aligned with the principles of the United Nations

Global Compact, formalises this commitment to responsible procurement. At Geberit,

almost 100% of suppliers have signed this Code. 44 O

Model AG in Weinfelden (CH) specialises in making cardboard from paper and using \ different packaging types
this cardboard to produce customised packaging solutions. The customer and supplier are manufactured for
relationship has existed for decades and has long since blossomed into a reliable Geberit by Model.
partnership where both parties constantly work together to bring about improvements.

More efficient processes, the reduction of waste during the individual production steps " 8 00/0

and the use of heat from the production facilities to heat the halls are just some of the

many examples of the sustainable progress achieved together. of the packaging material is

made from recycled
materials.

3/4

of the entire heat required
to manufacture the
cardboard comes from the
local waste incineration
plant.

Geberit Annual Report 2015
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Solutions that work well in practice -

guaranteed

When plumbers remove a Geberit product from its packaging on the building site, it
must be clear from the installation manual how they are to proceed. The issue beco-
mes more challenging when several trades are involved in professionally installing a
sanitary product — as is the case with a shower channel.

Geberit therefore invited plumbers, screed layers and tilers from different countries to
a practical trial in Switzerland, where they installed the Geberit shower channel Clean-
Line — which was only available as a prototype at the time — in various realistic situa-
tions. Product developers and application engineers used the opportunity to carefully
observe the craftsmen in action and exchange ideas with them. “Both the prototypes
and the installation manuals passed the practical test with flying colours,” explained
Andreas Schlapfer, Head of Application Engineering, following completion of the tests.
“However, the discussions with the craftsmen also led to several important improve-
ments to details. The hard work therefore more than paid off.”

Where reliability is a key product requirement, as at Geberit, it is crucial that the different
trades look for solutions together — exactly the approach taken during the practical trials
for the new shower channel.

Developing solutions together

The productis designed with
real-life situations in mind
and anticipates transitions
between the trades.

screeding

The productis designed
with real-life situations
in mind and anticipates
transitions between the
trades.

installing

tiling

Geberit Annual Report 2015

Wolfgang Steindl is President of the Austri-
an Tile Association and Chairman of the Tile
Association’s Technical Committee.

"We were impressed that a company that
focuses on sanitary technology had given
so much thought to the needs of the other
trades during product development. Before
launching the product, Geberit asked the
other trades to test it and then integrated
the input from the tilers into the develop-
ment process.”



Business report
Values by which Geberit lives

Geberit AquaClean on tour

-

What is a shower toilet and what is it like to use? In 2015, the AquaClean truck offered people the chance to try out a shower toilet and experience
the topic of cleaning with water in a completely novel way. From the beginning of July until mid-September, the AquaClean truck stopped by at
16 top-class sporting and cultural events as well as busy shopping centres in Germany before touring for a total of six weeks through 20 cities in

Norway and Denmark.

The campaign “My first time”, which features a video of people using a shower toilet for the first time, helped to successfully promote the tour. In
close collaboration with the Geberit AquaClean partners and thanks to the elaborate marketing campaign, thousands of customers were inspired
to visit the AquaClean truck and learn more about shower toilets. In addition to the general public, Geberit also expressly invited plumbers to visit

the roadshow with their customers.

In the truck, the Geberit AquaClean teams gently introduced the customers to the topic of cleansing oneself with water. Visitors to the truck were
initially able to test what a jet of water from an AquaClean shower toilet feels like on their hand. All the shower toilet models were also available for
inspection in the showroom area. And anyone who wanted to try out a shower toilet for themselves had the opportunity to do so in one of the two

customer toilets.

Lise-Lotte Kristiansen, Project Manager
Nordic Marketing, Geberit A/S

Volker Rottger, Head of Marketing Com-
munications, Geberit Germany

Anders Tell, Retail Manager at Falsing
VVS in Copenhagen (DK) and a Geberit
AquaClean partner

"The Geberit AquaClean roadshow
enabled us to attract a great deal

of attention to the shower toilet
category. We were very pleasantly
surprised at how many people stop-
ped by, asked questions, tried out
the shower toilets and were quickly
won over by the benefits of cleaning
with water."”

Geberit Annual Report 2015

"With this unusual campaign - which
enabled people to learn more about
cleaning with water and to try out
the shower toilets for themselves -
we have reached and won over a lot
of people while at the same time
proving that we are once again a
step ahead of the competition.”

"The roadshow attracted a great deal
of interest in the centre of Copenha-
gen. Everyone passing by checked
out the truck. | greatly apprecia-

ted being able to talk to end users
and get them interested in shower
toilets. The roadshow has resulted

in many new potential customers for
our business.”
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The challenging environment in the construction industry, the integration of the
acquired Sanitec business and the strong Swiss franc shaped the Geberit Group's
results in the 2015 financial year. Despite this, starting from a very high level, we
managed to achieve a good overall result and further consolidated our position as
the leading supplier of sanitary products in Europe.

Net sales increased by 24.2% in 2015, to CHF 2,593.7 million. Total growth com-
prised organic growth in local currencies of 2.7%, a negative foreign currency
effect of 9.6% and an increase of 31.1% due to the Sanitec acquisition. Operating
margins were positively influenced by beneficial volume and product mix effects, as
well as lower raw material prices. These were offset mainly by the dilution of mar-
gins due to the integration of Sanitec and the effects of the 10% currency rebate
granted in Switzerland. The results comprise various special effects in connection
with the Sanitec acquisition. Operating profit (EBIT) adjusted for these special
effects increased by 2.4% to CHF 590.9 million and the correspondingly adjusted
EBIT margin came to 22.8%. Adjusted net income fell by 1.1% to CHF 493.1 million,
with an adjusted return on net sales of 19.0%. Adjusted earnings per share declined
by 0.4% to CHF 13.23. The reported values amounted to CHF 498.3 million for the
EBIT (EBIT margin 19.2%), CHF 422.4 million for netincome (return on sales 16.3%)
and CHF 11.33 for earnings per share. Free cashflow rose by 5.1% to

CHF 484.0 million.

The 2015 financial year was dominated by the acquisition and integration of the
Sanitec Group. In October 2014, the Geberit Group set a new strategic direction
with its takeover bid for Sanitec - a leading European manufacturer and supplier in
the sanitary ceramics segment. The acquisition was completed in the following
February. As a result of the combination, the Group grew by 6,200 employees, 18
production plants and 14 European brands with strong local anchorage. Thanks to
this step, Geberit is now ideally positioned to create added value in the bathroom
with innovative solutions. The combination of perfectly functioning technology
behind the wall and sophisticated design in front of the wall is where the future
lies.Geberit is the European market leader for sanitary products and will, in partic-
ular, strengthen its position in regions such as the Nordic Countries, France, the
United Kingdom and Eastern Europe, in which the company has not yet gained a
substantial foothold. The integration activities, which began in the second quarter
of 2015, went according to plan. By the end of 2015, the main organisational work
was completed. In particular, the aim of operating as a single company in sales
activities on all markets by 1 January 2016 was achieved. The focus in 2016 will be
on further harmonising processes and realising initial synergies.

The forward-looking, continuously optimised product portfolio is an important
factor for the success of Geberit. The company again expanded its proven range
with major innovations in 2015, thereby extending its market position. The Clean-
Line shower channel is one example, combining a high-quality finish with simple,
safe installation while at the same time being easier to clean than conventional
shower channels. The market response to this product so far has exceeded all
expectations. Another example is the compact sanitary flush unit with new control
and sensor technology, which prevents the spread of bacteria and germ popula-
tions in pipes with standing water, by automatically rinsing them when required.
Also launched in 2015 was the new Geberit AquaClean Mera premium shower toilet,
which sets new standards in this category.

As already announced in the last annual report, with a view to future growth and the
continued optimisation of existing logistics processes —and irrespective of the
Sanitec acquisition — the decision has been made to further expand capacities at
the Logistics Center in Pfullendorf and invest around EUR 40 million in this. The
groundbreaking ceremony for the extension was held as scheduled in the spring of
2015. The work is expected to be completed at the beginning of 2017 in order that
the extensions can commence operations the same year.

The development of the Geberit share price was pleasing. The share price grew —in
contrast with the Swiss Market Index (SMI), which posted a drop of 1.8% - slightly
by 0.5% to CHF 340.20. Despite the slightly lower earnings, the Board of Directors

Geberit Annual Report 2015
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intends to once again let the shareholders participate in the essentially solid devel-
opment of the business and will maintain the attractive distribution policy of pre-
vious years. Therefore, a dividend of CHF 8.40 will be proposed at the ordinary Gen-
eral Meeting, which is slightly higher (+1.2%) than in the prior year. The payout ratio
of 63.3% of adjusted net income is thus in the upper range of the 50% to 70% cor-
ridor defined by the Board of Directors. Furthermore, the ongoing share buyback
programme was continued. By 31 December 2015, shares worth CHF 205 million
had been acquired, which equates to around a third of the originally planned, entire
programme. The share buyback was suspended from July 2014 until March 2015
as a result of the ongoing Sanitec acquisition, which is why only around 2% of the
share capital — or some 40% of the originally planned amount — was repurchased by
the completion of the programme at the end of February 2016. A proposal will be
submitted to the 2016 ordinary General Meeting to carry out a capital reduction in
the amount of the total repurchased shares and to cancel the shares.

There will be some changes on the Board of Directors. After seven years on the
board, Robert F. Spoerry will no longer be standing for re-election at the ordinary
General Meeting on 6 April 2016. As a member of the Board of Directors, Chairman
of the Nomination and Compensation Committee and during a transitional phase as
Lead Director, he has demonstrated great commitment and expertise. The Board of
Directors and Group Executive Board would like to extend their thanks for his con-
tributions and ideas towards the further development of the company. Mrs. Regi
Aalstad will be recommended to the General Meeting as his successor and new
Member of the Board of Directors.

From February 2015, as a consequence of the changes to the organisational struc-
ture as part of the Sanitec acquisition, the Marketing & Brands division was added
to the Group Executive Board. Therefore, at this time the Group's former Head of
Marketing, Egon Renfordt-Sasse, was appointed as Head of the new Group Division
and a Member of the Group Executive Board. At the start of June 2015, Ronald van
Triest took over the vacant position on the Group Executive Board as Head of Inter-
national Sales, which encompasses the Geberit markets outside Europe.

We owe the good results in 2015 and the integration of the Sanitec activities, which
is so far going according to plan, to the high degree of motivation and profession-
alism of our employees in over 40 countries. We wish to express our thanks and
appreciation for their exemplary performance. Our customers in the commercial
and trade sectors again deserve special thanks for their trust and constructive col-
laboration. Last but not least, we also wish to express our gratitude, esteemed
shareholders, for your continued confidence in our company.

The Geberit Group's 2016 financial year is expected to be further impacted by the
integration of Sanitec's activities. Since 1 January 2016, the sales organisation is
operating as a single company in all markets; as already mentioned, another focus
shall also be on the further harmonisation of systems and processes and realising
initial synergies. Just as important shall be the focus on Geberit's daily business,
which is expected to be a challenging undertaking once again owing to the situation
in the European construction markets. The objective shall be to provide convincing
services in all markets with the new joint sales force and, as in previous years, gain
market shares. The main focus shall fall on the concerted marketing of the new
products introduced in recent years, the more intense penetration of markets in
which Geberit products or technologies are still under-represented and on the very
promising shower toilet business. In line with the Geberit strategy, these measures
shall be accompanied by efforts to continuously optimise business processes. The
Board of Directors and the Group Executive Board are convinced that the company
is very well equipped for the upcoming opportunities and challenges.

IRk Q)

Albert M. Baehny Christian Buhl
Chairman of the Board of Directors CEO

Geberit Annual Report 2015
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Share price performance in the year under review

The development of the Geberit share price in 2015 was shaped by the
abandonment of the minimum exchange rate by the Swiss National Bank as
well as by the first-time consolidation of Sanitec. Beginning the year at

CHF 338.40, the share price dropped significantly in mid-January in line with
the market before rallying to reach an all-time high of just over CHF 370 by
mid-March. The Geberit share subsequently performed slightly weaker than
the market, in a downwards trend dropping to around CHF 290, before a dis-
proportionate recovery in the fourth quarter saw it close the year at

CHF 340.20. Overall, this corresponds to a slight increase of 0.5% in 2015.
In the same period, the SMI dropped by 1.8%. Viewed over the past five
years, the Geberit share posted an annual average increase in value of 9.5%
(SMI: +6.5%). The Geberit Group's market capitalization reached CHF 12.9
billion at the end of 2015.

The Geberit shares are listed on the SIX Swiss Exchange, Zurich.
At the end of 2015, the free float as defined by SIX was 100%.

Distribution

Given a normal market environment, Geberit achieves solid free cashflow,
which is invested in organic growth, used to repay debts, applied towards
any acquisitions or distributed to shareholders. The capital structure is pru-
dently maintained and the company strives for a solid balance sheet struc-
ture with a buffer of liquidity. On the one hand, this policy guarantees the
financial flexibility necessary to achieve growth targets, and on the other
hand it offers investors security. Surplus liquid funds are distributed to
shareholders. Geberit continued this shareholder-friendly distribution policy
last year as well. This is also expected to continue unchanged following the
acquisition of Sanitec.

Over the last five years, around CHF 1.9 billion has been paid out to share-
holders in the form of distributions or share buybacks. During the same
period, the price of the Geberit share has risen from CHF 216.20 at the end
of 2010 to CHF 340.20 at the end of 2015.

Despite a drop in net income (adjusted for costs in connection with the San-
itec acquisition), the Board of Directors will propose to the ordinary General
Meeting of Geberit AG on 6 April 2016 a dividend of CHF 8.40, an increase of
1.2% over that of 2015. The payout ratio of 63.3% of adjusted netincome is
in the upper range of the 50% to 70% corridor defined by the Board of
Directors. Subject to the shareholders' approval, the distribution will be paid
on 12 April 2016.

The share buyback programme announced in March 2014 was launched on
30 April 2014. In the course of this programme, shares amounting to a total
of a maximum of 5% of the share capital recorded in the Commercial Reg-
ister were to be repurchased over a period of two years, less withholding
tax, and cancelled by means of a capital reduction. The share buyback has
been conducted via a separate trading line on the SIX Swiss Exchange. By
31 December 2015, 634,600 shares, which corresponds to around a third of
the entire programme, had been acquired at a sum of CHF 205 million. The
share buyback was suspended from July 2014 until March 2015 as a result
of the ongoing Sanitec acquisition, which is why 2% of the share capital — or
some 40% of the originally planned amount — were repurchased by the com-
pletion of the programme at the end of February 2016. A proposal will be
submitted to the 2016 ordinary General Meeting to carry out a capital
reduction in the amount of the total repurchased shares and to cancel the
shares.

Geberit Annual Report 2015

Share price development
1.1. until 31.12.2015
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Share price development
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Basis: 1:10 stock splitimplemented on 8 May 2007
Source: Bloomberg

Distribution paid (CHF per share)
2011 2012 2013 2014 2015

Dividend - - 380 750 830
Capital redemption  6.00 6.30 2.80 - -

Total 6.00 6.30 6.60 7.50 8.30

Total distribution to shareholders and share

buybacks
(CHF million)

2011 2012 2013 2014 2015 Total
Distribution 236 242 248 282 311 1,319

Share buyback 193 198 0 37 160 588

Total 429 440 248 319 471 1,907
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Communication

Geberit publishes current and comprehensive information simultaneously
for all market participants and interested parties on the website

(= www.geberit.com), including ad hoc announcements. Among other
things, the current version of the investor presentation is available on the
website at any time. In addition, interested parties may add their names to a
mailing list (- www.geberit.com/download-centre/mailing-list/) in order
to receive the most recent information relating to the company.

CEO Christian Buhl, CFO Roland Iff and the Head Corporate Communica-
tions & Investor Relations Roman Sidler are in charge of the ongoing com-
munication with shareholders, the capital market and the general public.
Contact details can be found on the website in the relevant sections. Infor-
mation relating to Geberit is provided in the form of regular media informa-
tion, media and analysts' conferences, as well as financial presentations.

Contact may be established at any time at
- corporate.communications@geberit.com

Comprehensive share information can be found at
- www.geberit.com > investors > share information
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Major data relating to the Geberit share

(as of 31 December 2015)

Registered shareholders 25,522
Capital stock (CHF) 3,779,842.70
Number of registered shares 37,798,427
of CHF 0.10 each

Registered shares 22,719,562
Treasury stock:

- Treasury shares 243,280
- Share buyback program 634,600
Total treasury stock 877,880

Stock exchange

SIX Swiss Exchange

Swiss securities
identification number

3017040

ISIN code CH-0030170408
Telekurs GEBN
Reuters GEBN.VX
Key figures

(CHF per share) 2014 2015
Netincome 13.28 13.23
Net cashflow 16.20 16.00
Equity 45.74 39.76
Distribution 8.30 8.402

1 Adjusted for costs in connection with the Sanitec
acquisition (transaction, integration, and one-off
financing costs, as well as the amortisation of intangible
assets and one-off costs resulting from the inventory

revaluation)

2 Subject to approval of the General Meeting 2016

Time schedule 2016
General Meeting 6 Apr
Dividend payment 12 Apr
Interim report first quarter 28 Apr
Half-year results 16 Aug
Interim report third quarter 28 Oct

2017
Firstinformation 2016 17 Jan
Results full year 2016 14 Mar
General Meeting 5 Apr
Dividend payment 11 Apr
Interim report first quarter 2 May

(Subject to minor changes)


http://www.geberit.com/en/index.html
http://www.geberit.com/en/index.html
http://www.geberit.com/download-centre/mailing-list/
http://www.geberit.com/download-centre/mailing-list/
mailto:corporate.communications@geberit.com
mailto:corporate.communications@geberit.com
http://www.geberit.com/en/investoren/aktieninformationen/aktieninformationen.html
http://www.geberit.com/en/investoren/aktieninformationen/aktieninformationen.html
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Management structure

Board of Directors

Chairman
Albert M. Baehny

Vice Chairman
Robert F. Spoerry

CEO Division

Chief Executive

Sales Europe

Member Executive

Sales
International

Member Executive

Marketing &
Brands

Member Executive

Products Finance
- § ]

Member Executive Member Executive

Officer Board Board Board Board Board
Christian Buhl Karl Spachmann Ronald van Triest Egon Renfordt-Sasse Michael Reinhard Roland Iff
Human Resources Germany North America Marketing Sanitary  Quality Controlling
Roland Held Clemens Rapp Andreas Nowak Systems Christian Englisch Andreas Jager

Communications &
Investor Relations
Roman Sidler

Strategic Planning
Andreas Lange

Environment /
Sustainability
Roland Hogger

Shower Toilet
Martin Baumdiller

Italy
Giorgio Castiglioni

Far East / Pacific
Ronald Kwan

Switzerland
Hanspeter Tinner

Middle East / Africa
Ronald van Triest

Austria / Hungary /
Romania
Stephan Wabnegger

Netherlands
Menno Portengen

Belgium
Thierry Geers

Nordic Countries
Lars Risager

France
Yves Danielou

United Kingdom
Mark Larden

Poland / Ukraine
Przemyslaw
Powalacz

Czech Republic /
Slovakia
Vladimir Sedlacko

Adriatic Region
Miran Medved

Iberian Peninsula
David Mayolas

Russia
Irina Buralkina

Key Account
Management
Karl Spachmann a.i.

Business
Development/OEM
Tobias Beck

*IBA: Injection / Blow Moulding / Assembly
** EFA: Extrusion / Forming / Assembly

*** CER: Ceramics
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Severin Daniels

Marketing Piping
Systems
Arnd Gildemeister

Marketing
Ceramics / Branding
Alexander Buhl

Marketing
Communication
Daniela Koch

Pricing
Frank Heuser

Digital
Dirk Wilhelm

Purchasing
Adriaan 't Gilde

Treasury
Thomas Wenger

Logistics Information
Gerd Hailfinger Technology
Markus Enz

Technology /

Innovation Legal Services
Felix Klaiber Albrecht Riebel
Accredited Test Internal Audit
Laboratory Martin Reiner
Markus Tanner

Products Sanitary
Systems
Jorn lkels

Products Piping
Systems
Pietro Mariotti

Products Ceramics
Miguel Definti

Production Plant
IBA *
Robert Lernbecher

Production Plant
EFA **
Martin Ziegler

Production Plant
cER *kk

Robert Lernbecher
a.i.
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Strategy

With its innovative solutions for sanitary products, Geberit seeks to achieve sus-
tained improvement in the quality of people's lives. Its proven, focused strategy for
doing so is based on the four pillars “Focus on sanitary products”, "Commitment to
innovation and design”, “Selective geographic expansion" and “Continuous optimi-
sation of business processes”.

1. 2. 3" 4,
Focus on sanitary Commitment to Selective geo- Continuous optimi-

products innovation and graphic expansion sation of business
design processes

1. Focus on sanitary products: Geberit concentrates on “behind the wall” sanitary
and piping systems for transporting water in buildings, as well as bathroom
ceramics and ceramics complementary products "in front of the wall". In these
areas, Geberit has comprehensive know-how and supplies high-quality, inte-
grated and water-saving sanitary technology as well as attractive design.

2. Commitment to innovation and design: continuously optimising and extending
the product range is crucial for future success. Innovative strength is founded
on research and development in areas such as hydraulics, statics, fire protec-
tion, hygiene and acoustics, as well as process and materials technology. The
insights gained are systematically applied in the development of products and
systems for the benefit of customers.

3. Selective geographic expansion: an important factor in long-term success is
stronger growth in those markets within and outside Europe in which Geberit
products or technology are so far under-represented. Outside Europe, Geberit
concentrates on the most promising markets. These include North America,
China, Southeast Asia, Australia, the Gulf Region and India. With the exception of
North America and Australia, the company mainly engages in project business
in these markets. In this respect, the company always adheres strictly to the
existing high standards in terms of quality and profitability.

4. Continuous optimisation of business processes: the purpose behind this focus
is to ensure a leading, competitive cost structure in the long term. This is partly
achieved through Group-wide projects and partly through employees identi-
fying improvement potential in their day-to-day work, thus making a major con-
tribution toward positive development.
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Strategic success factors

The success of the Geberit Group is based on a series of success factors. The most
important are:

- aclear, long-term strategy,

- the focus on sanitary products,

- solid, sustainable - growth and earnings drivers,

- astrong competitive position,

- aninnovative product range, developed in accordance with customer needs,

- aproven, customer-focused business model,

- astable management structure,

- alean, high-performance organisation with optimised processes,

- aunique corporate culture.

Geberit Annual Report 2015
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Medium-term goals

Geberit has set itself the goal of being the standard-bearer for sanitary products,
continually developing those products in a sustainable way and gaining market
shares in the process. Among other things, this approach yields sales growth that
outstrips the industry average. Basically, Geberit is aiming to achieve its sales tar-
gets while at the same time maintaining its industry leadership in terms of prof-
itability and the ability to generate high cashflows.

The medium-term goals were reappraised following the acquisition of Sanitec and
the switching of reporting to net sales from the 2015 financial year onwards. Once
the Sanitec business has been successfully integrated, from 2018 onwards the
growth in net sales in local currencies, after adjustments for acquisitions, is
expected to be between 4 and 6 percent in the medium term as an average over
one economic cycle, and an operating cashflow (EBITDA) margin of between 28 and
30 percent is expected to be achieved. A third quantitative target has also been set:
return on invested capital (ROIC), which from 2018 is expected to reach 25 percent.

In order to achieve the expected growth, for upcoming larger projects and due to
the integration of the Sanitec business, between 2016 and 2018 around CHF 150
million is to be invested in property, plant and equipment.

Further growth through acquisitions has not been ruled out. However, any potential
acquisition will have to satisfy strict strategic and financial criteria.

The following sales and earnings drivers are crucial to achieving the ambitious
medium-term goals:

1. .Push-Pull” sales model, which concentrates on the key decision-makers
in the industry,

2. Technology penetration, which involves replacing outdated technologies
with new, more innovative sanitary products and systems,

3. Value strategy, to increase the proportion of higher-quality products — par-
ticularly in markets in which Geberit products already have a high degree of
market penetration,

4. Geberit AquaClean, to build up the shower toilet category in Europe,

Innovation leadership in the sanitary industry, in order to set new stan-
dards, and

6. Continuous process and cost optimisation.

Geberit Annual Report 2015



Management report
Business and financial review

Value-oriented management

Value orientation aspects are considered in many areas of the company.

The remuneration model for Group management as a whole involves a remunera-
tion portion that is dependent on the company'’s performance and which is calcu-
lated on the basis of four equally weighted key figures - including the return on
invested capital. In addition to the salary, there is an annual option plan for the
Group Executive Board and other management members. Allotments under the
option plan are also linked to a target figure for return on invested capital. Details
can be found in the - Remuneration Report.

Investments in property, plant and equipment above a certain amount are approved
only if strict criteria are met. In this context, it is mandatory that an investment
return be achieved that exceeds the cost of capital plus a premium.

In the interests of value-oriented management, important projects are tracked over
the long term following project completion, and the achievement of objectives is
evaluated annually by the Group Executive Board.

Management of currency risks

In general, the effects of currency fluctuations are warded off as far as possible with
an efficient natural hedging strategy. This entails making sure that costs in the var-
ious currency areas are incurred in the same proportion in which sales are gener-
ated. This hedging is almost entirely successful, particularly as regards the euro and
US dollar. There are, however, minor deviations arising from the Swiss franc, British
pound and the Nordic or Eastern European currencies, whereas, as a result of the
integration of the Sanitec business, the currency risk resulting from the Swedish
krona and Polish zloty in particular could be reduced. As a consequence of the nat-
ural hedging strategy, currency fluctuations only have a minor impact on the mar-
gins. Gains and losses result mainly from the translation of local results into Swiss
franc (translation effects).

In terms of a sensitivity analysis, the following changes can be assumed if the Swiss
franc should be 10% weaker or stronger than all other currencies:

- Net sales: +/-8% to +/-10%
- EBITDA: +/-9% to +/-11%
- EBITDA margin: approximately +/-0,5 percentage points

For more information on the management of currency risks, please refer to

the 2 Financial Statements of the Geberit Group, Notes to the Consolidated
Financial Statements, 4. Risk Assessment and Management, Management of
Currency Risks and - the Financial Statements of the Geberit Group, Notes to
the Consolidated Financial Statements, 15. Derivative Financial Instruments.
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Sanitec acquisition

On 14 October 2014, Geberit AG announced that it was making an offer to Sanitec's
shareholders to acquire their shares at a price of SEK 97 per share. This equated to
a total transaction value of CHF 1.2 billion for 100% of the shares. The offer repre-
sented a premium of 29% compared to the volume-weighted average price of the
Sanitec shares on the Stockholm Stock Exchange over the preceding three
months.

At that time, Sanitec was a leading European producer and supplier of bathroom
ceramics. The company achieved net sales of EUR 689 million and an EBIT margin
of 11.4% in 2014, and employed 6,200 people in 18 production facilities and 24
sales units. Sanitec sold its products primarily in Europe under 14 leading brands
that are firmly established in thei